Cel lul ar radi o technol ogy was invented in the late
1960s. "In 1977, developnmental cellular systenms were
authorized in Chicago and Washington/Baltinore. From 1979
to 1982, the Federal Comunications Conmi ssion (FCC)
finalized its rules authorizing the cellular service, and on
Cct ober 13, 1983, the first comercial cellular systemin

the country began operation in chicago."2

1. LNDUSTRY STRUCTURE

The performance of an industry depends upon the conduct
of sellers in such matters as pricing and non-price
conpetition. Sellers' conduct depends in turn upon the
structure (i.e., nunber and relative size of firms) of the
industry in question. This section will focus on the demand
for cellular service, the nunber and size distribution of

providers of cellular service, and substitutes for cellular
servi ces.

a. Denand

The U.S. cellular telecomunications industry has

experienced steady growth which is represented by the

State of Cellular |ndustry, CelLlular Tel ecommuni cations
Industry, Cellular Telecommunications |ndustry

Association, Spring 1990, p. 62.



increase in the nunber of subscribers and the nunber of wu.s.

systens in operation.3

Per cent age Per cent age

ear U.S. Subscribers G owt h U.S. Svstens Gowth
1984° 92 32

1985 340 270% 102 219%
1986 682 101% 166 63%
1987 1231 80% 312 88%
1988 ‘ 2069 68% 517 66%
1989 3509 70% 584 13%

Gowh has traditionally cone fromthe addition of new
systens but "1989 marked the first year in which the
majority of the expansion in subscriber levels came fromthe
continued growmh of older established markets, rather than
the addition of new systens". "Experts predict that the

expansion of cellular will continue its rapid pace for years

t 0 come."4

Econom ¢ theory asserts that demand for a service is
likely to be elastic where (1) the outlay involved is a
sizeable part of a consumer's total expenditures; (2) a
_custonmer's need for the service is not urgent; (3) close
substitutes are available; and (4) the service has nmultiple
uses. Cel l ul ar tel ephone service appears to fit these
characteristics. Cel | ul ar service may represent a
significant expenditure for many custoners, especially a
3 Ibid., .p-4. --

4 Ibid., p. 2




smal | busi ness or non-business customer; nany custoners
could easily do without the service by using conventional
two-way radio telephone service, paging, or public
payphones; and cellular service has a potential for multiple

uses if the prices are reduced.

B. NUMBER_AND S| ZE DISTRIBUTION_CE CELLII AR TEI EPHONE

PROVI DERS

Cel lul ar tel ephone service is licensed by the FCC
Wien the FCC allocated portions of the radio spectrum for
cellular service, the FCC decided that it would be in the
public interest if there were two conpeting systems in each
mar ket area. One system would be operated by an arm's
length affiliate of the tel ephone company in the area, and
the other by an entity chosen from anong conpeting

applicants for the nonwireline franchise.?

"on January 1, 1984, in the mdst ofcellular's arrival
in the marketplace, the Bell System broke itself up to
settle an antitrust suit between At&r and t he Departnment of

Justi ce. Wthin weeks of the breakup, the Bell regional

conpanies realized that, now that each of them was
i ndependent of the others and limted to one region, one

regi onal conmpany woul d have neither the market power nor the

i ncentive to stunt cellular growth in the other region's

5 "The | npact of Law and Regul ation on Technol ogy: The

Case History of Cellular Radio", Business—Lawver, Vol.
44, No. 3, y 1989, pp-~726-727.



territories. The Bell regional conpanies, therefore, began
acquiring "nonwireline" cellular properties outside their
regions. The Justice Departnent, the FCC, and the courts
agreed that. such acquisitions were allowed by the terns of
the Bell System breakup and under antitrust principles in
general . Five Bel | regi onal compani es acquired
approxi mately one-third of the nonwireline side of the
cellul ar business outside of their respective regions." As

| i censes have changed hands the "wireline" and "nonwireline"

di stinction has blurred.

A simlar event affected the Washington/Baltinore
market when in late 1986, Southwestern Bell Corporation
received permission to acquire the cellular and paging
properties of Met romedi a Tel econmuni cati ons, Inc.
Metronedia owned the Washington/Baltinore Cellular Tel ephone
Conpany, the non-wireline carrier in t he

Washi ngton/Bal timore market.

"cellular nobil e tel ephone providers are |licensed by

the FCC to operate in two types of service areas:
Metropolitan Statistical Areas (Msas) and Rural Service
Areas (RSAs). The FCC based its licensing scheme on the
MsAs defined .by the Ofice of Managenent and Budget. . The

305 MSAs enconpass approximately 75 percent of the nation's

6 Ibid., pp. 728-729.



popul ation but only 16 percent of the land area. |n order
to |icense the non-MSA areas, the FCC divided theminto 428
RSAs, With an average population of 150,000. Initially,

potential operators went through a conparative hearing
process where detailed applications were exam ned at |ength.

After applications for the top 90 markets were accepted, the
FCC announced that operators for additional markets would be
decided by lottery. Applications for the remaining cellular
markets increased dramatically. There were al npst 100, 000
applications for licenses in the MSA markets and 288, 000
applications forlicenses in the RSA markets.  The FCC has

l'icensed all the mMsas and has conpleted the |ottery process
for all Rsas."

A list of the Msas and Rsas |ocated in Maryland is
provided below. The markets are listed according to market

size, with the larger markets listed first.




MARYL AND’

Mar ket Carrier
Bal tinore Sout hwestern Bell Mbile Systens
Bell Atlantic Mbile Systens, Inc.
Hagerstown Vanguard Cel | ul ar Systens
Hager stown Cel | ul ar Partnership
Cunber | and Cel lular Information Services
Dr. Al an Smuckler
MD1 Garrett Nort hern Conmuni cati ons
Bell Atlantic Mbile Systems, Inc
MD 2 Kent FL Cel lul ar Mbile Communi cations
Cor p.
Bell Atlantic Mbile Systems, Inc
M3 | CF Cel lular Partners
Frederi ck
Bell Atlantic Mbile Systens, Inc.
8 Ibid.,cg. 42. _ _
GCP - anted Construction Permt.

St at us
12/1983

6/1984

8/1989

ccprPll/8s

11/88

ccP 11/88
Tentati ve
Sel ect ee

Tentati ve
Sel ect ee

Tentati ve
Sel ect ee

Tentati ve
Sel ect ee

Tentati ve

Sel ect ee

GCP 1/90



The following table lists the cellular service

providers operating in Maryland and a total national
popul ation figure for each conpany which reflects all
nati onal markets controlled by that carrier as of Mrch 15,
1990. Popul ation figures are not fractionalized to reflect

percent of ownership.9

CGpodarat or s National Pooulation Coveraae
Sout hwestern Bel | 28,544,640

Mobi | e Systens

Bel | Atlantic Mbhile 16,369,467

Systems, |nc

Vanguard Cel | ul ar 5,074,015

Systens, Inc.

Cel lular Information 1,183,971

Syst ens

It is inmportant to note that the structure of any
mar ket has a significant influence on the way sellers behave
in conducting their business. In general, Ssince the

whol esal e cel lular nmarket is a duopoly as nmandated by the

FCC, it is unlikely that the nunber of firms will be a

source of rivalry. Econom c theory shows that in the case
of a duopoly, each firmmay realize it is better off by not
engaging in conpetitive behavior. Wile there are only two
whol esal e cellular carriers, the provision for resale to end
users is perceived as a neans of providing conpetition in

9 [bid., pp. 9-17.

10



the retail cellular market. Resel lers are permtted-to
purchase bulk capacity from licensed carriers for
repackaging and resale to the public. Resellers have ful

responsibility for servicing their custoners@ needs,
including billing, maintenance, and custoner service. "The
FCC has encouraged resal es because, as one official finding
put it, they pronote 'the evolution of a highly conpetitive
secondary market for distribution of cellular services.'"%0
"There are 100 to 150 resellers around the country who buy
t el ephone nunbers at whol esale prices fromthe two carriers

and then resell themto the public.mt Some resellers are
GTE and Mtorola. There are no entry level restrictions or
regul ations for the resale of cellular service in Mryland.
Resellers of cellular service in Maryland are not required
to register with the MDPSC or the FCC.  Therefore, it is
difficult to determi ne the nunber of resellers actually

operating in the Maryland narket.

The retail market is conposed of independent resellers

and the retail arnms of carriers. Carriers' agents serve the

pur pose of placing new custoners on the system w t hout the
addi tional responsibilities incurred by resellers. Once an

agent adds a new subscriber, his obligation ends. Sal es

: e e e PRI e emeee
B P R IEE - A e A . e s es e e -

10 "Competitive Static Interferes with Cellular Phone
Service", lnsight, (Novenber 6, 1989), p. 41.

h [bid., p. 40.
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agents function solely as a sales force. Also, it is

possible for resellers to enploy agents.

On August 21, 1990, Comm ssion Staff perfornmed an
informal inspection of the retail cellular market in
Baltinore, Maryl and. Using the C&P Tel ephone Consuner
Yel | ow Pages, G eater Baltinore Metropolitan Area, Suburban
East Edition (Novenber 1989-October 1990), Staff contacted
the firnms listed under the headi ngs of nobile tel ephone
servi ce and nobil e tel ephone equi pment and suppli es. The
two carriers, Bell Atlantic Mbile Systens (BAM5) and
Cellular One (the cellular subsidiary of Southwestern Bell)
were |isted. In addition, two agents for BAMS and two
agents for Cellular One were |isted. From the informal
i nspection of the C& Tel ephone Consuner Yellow Pages of
Baltinmore, it appears that the cellular service market in

Baltinore is basically conposed of the two carriers and

their agents.

Staff also obtained informati on fromthe Hagerstown and
Cunber| and tel ephone directories. The Hagerstown directory
listed Cellular One of Hagerstown (Vanguard Cellular
Systens) and the Cunberland directory listed Cellular One of
Cunberland (Cellular Information Services) as providing
cellular telephone service in each of the respective
regi ons. A reason which may explain why a second carrier

was not listed is that, according to information supplied by

12



CTIA, as of Spring 1990, the second carrier's systemin each

region was not in operation.

Cc. Substitute Services

There exi st many substitutes for cellular telephone
servi ce, such as conventional two-way radio telephone
servi ce and pagi ng. Pagi ng service may now offer conplete
al phanuneric nessages scrolled across an el ectronic screen.
Bot h pagi ng and conventional two-way radio telephone service
providers are not regulated in Maryland and appear to
operate in a conpetitive market. In addition to
conventional two-way radio tel ephone systens and paging,
answering machi nes, voice mail, and public payphones .allow
access to tel ephone services when away from the hone or
office. - Unquestionably, the degree of substitutability
vari es. However, | ower usage and/or e€quipment costs may

all ow the substitutes to be viable alternatives for many

consumners.

Cel lul ar phones could eventually face a challenge from
other forms of radio comunications networks, or PCNs. “The
FCC has granted a cellular tel ephone conpany experinental
| icenses for a new type of telephone network that wll
greatly. expand.the nunber of callers .who.can use .cellular
servi ce sinultaneously. PCNs are different from current
cellular services in that ‘they wuse high nicrowave

frequenci es, which have a shorter range. Because the

13



signals will not travel very far, the sane frequency can be
used on different floors of a skyscraper w thout causing
interference. Current cellular systems rely on a few large
radio towers to transmt signals in a radius of a few bl ocks
to afewmles, while pcNs Will rely on nany | ow powered
transmitters that will transmt signals across a |limted
ar ea. The new systens would be an alternative service to
both existing cellular systens and also to |ocal telephone

service that relies on wires and fiber-optic cables."?

V.  REGULATI ON

A. HI STORY

Washi ngton/ Bal ti nore Cel | ul ar Tel ephone Conpany (WBC,
the nonwireline carrier which was subsequently purchased by
Sout hwestern Bell) began providing cellular service in
Maryl and in Decenmber 1983. BAMS began operation in  Apri |
1984, The NMDPSC has previously recognized, that where
conpetition exists, the need for rate regulation is reduced

In Order No. 66913 in Re_washington/Baltimore Cellul ar

Telephone Company (1985), the commission stated that:

"Although the Conmission has jurisdiction over WBC's
provi sion of cellular service to end users, the Comm ssion

determ nes that it is not necessary at this time to regulate

12 wp Phone in Your Pocket? Tryout Set for New Service",
The New York Times., Vol. CXXXI X, w 48, 231, (Muy Io,

1990), p. Al.
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the rates, terms and conditions of wBc's cellular service to
end users because effective price conpetition nost probably
currently exists in the resale nmarket and may becone nore
vigorous, especially in light of the Commission's order
i ssued this date with respect to resellers of cellular
servi ce. However, WBC nust provide the Conm ssion with
informational copies of rates, terms and conditions by WBC
to end users. Although the rates, terms and conditions of
cellular services offered by WBC to end users will not be
subject to the commission's investigation or rate regulation
at this time, they may be subject to the scrutiny of the
Conmi ssion at any time upon the Conmission's own notion or

for good cause shown."

"During - the period of time when -the MDPSC regul ated
cellular service, WBC provided nostly retail service
directly to end users and BAMS provided only whol esal e
service to resellers. However, the parent conpany of BAMS
was itself a reseller. Since the commission decided that it
would not regulate retail rates, the reporting requirenents
applied to whol esale service only. Therefore, WBC reported
the results of a small portion of its operations, while BAMS

provi ded data on all of its activities."

-t s N ter s emtmm wde e Tewe an me Lene DO - PR

13 Reaul ation of Radio Conmon Carriers in Marvland, MDPSC
(July, 1987), pp. 45, 54,
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At that tinme, the Commi ssion also determned that it
woul d not exercise jurisdiction over any provider that was
neither (1) licensed by the FCC, nor (2) affiliated with an
entity that was licensed by the Fcc.% Consequent |y,

resellers and agents functioned on an unregul ated basis.

B. CURRENT RECULAT| ON
MARYLAND PUBLI C SERVI CE COVM SSI ON

In 1987, followng receipt of a report from the
Conmi ssion's Technical Staff, and after receipt of witten
and oral coments at a public hearing, the Conm ssion
concluded that the radio comon carrier industry was
sufficiently conpetitive so that the protection of the
public interest no longer required any form of Comm ssion
regul ation and supervision. In particular, regarding
cellular tel ephones the Conmi ssion noted that although there
were only two carriers in that market it was a market
characterized by elastic demand and conpetition from
substitute services. During the 1988 session of the
Maryl and | egislature, a bill was enacted and signed by the
CGovernor, elimnating the jurisdiction and authority of the
MDPSC to regulate radio common carriers, including cellular
t el ephone conpani es. The statute deregul ating cellular
service is coaified at Article 78, Sections 2(o) and (2z) of

The Public Service Conm ssion Law.

14 MDPSC Order No. 66916, January 28, 1985, p. 3.
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FEDERAL COVMUNI CATI ONS COWMM SSI ON

"Cellular nmobile telephone service requires radio
f requenci es. Under the Federal Communications Act, the FCC
regul ates frequencies on the theory that they are a scarce
resource. The FCC, often deciding anobng conpeting
applicants for the sanme frequencies, allocates groups of
frequencies to different uses and then assigns frequencies
w thin those groups to individual parties. Under these
l'icensing powers, the FCC decides who may use each frequency
for what type of communications, where, and when. The FCC
may also inpose technical regulations on the use of
frequencies and on the equiprment that transmts and receives
communi cations on them The statutory standard for FCC
radi o action i s whatever would serve 'the public interest,
conveni ence, Or necessity'."'S |t should be enphasi zed that

the FCC does not regulate cellular rates.

c. REGULATION BY OTHER STATES

The degree to which the states exercise jurisdiction
over cellular carriers varies considerably. A summary table
describing the extent of cellular service regulation is
provided in Attachment A This information was obtai ned
fromthe Cellular Tel ecommunications Industry Association

(CTIA) -State by State Regul atory Update.

15 ;glzle | npact of Law and Regul ati on on Technol ogy", p.

17



Eleven states and Puerto Rico regulate cellular
carriers. A state inmposing full regulation requires
cellular carriers to obtain a Certificate of Public
Conveni ence and Necessity and file tariffs for both
whol esal e and retail |evels. Thirteen states partially
regul ate cellular service. A state inposing partial
regulation places regulatory requirements on wholesale
and/or retail levels but does not conpletely regulate both
| evel s simultaneously. Twenty-six states and the District
of Columbia do not regulate cellular carriers. Deregulation
signifies that cellular carriers are not required to obtain
a Certificate of Public Convenience and Necessity or file
tariffs of any type. Wthin the region served by the Bel
Atlantic  Corporation, Del awar e, Maryl and, New Jersey,
Pennsyl vani a and Washington D.C. do not regulate cellular
providers, Virginia partially regulates cellular, and only

West Virginia maintains full regulation at the present tine.

The conduct of firms in an industry consists of the

tactics by which firnms attract buyers and respond to each

other's conpetitive behavior

18



A. PRI C NG BEKAVI OR

In the cellular service market, there are two carriers
provi ding basic whol esale service which may be resold
directly by the carriers' retail arms or by agents of the
carriers or by independent resellers. Price conpetition in
the retail market can occur through the types of rate plans
offered by the carriers, such as plans catering to corporate
and high usage custoners or to off-peak usage. In addition,
the existence of |large per unit volune discounts allows
resellers to arbitrage. That is, a reseller can buy in high
volunes at |low per mnute rates and then resell the service
to smaller volume end-users at unit rates that are | ower
that those of the conmmon carriers at conparabl e vol unes.
Thus both the resellers and the end use custoners can be
made better off because of the per unit volunme di scount
offered by the carrier firm Resell ers may offer services

at lower nonthly fees and/or provide innovative rate

packages.

Attachnment B shows a price conparison for cellular
service provided by BaMsS to a single end-user in the
Baltinore area for the years 1984 and 1990. The price
conmpari son includes the nonthly subscription price as well
as a rate schedule for calls nade. This single conparison
Shows that rates have decreased from 1984 to 1990. Price
conparisons are made difficult because rate plans have

changed and cellular service quality and coverage have

19



| mproved. In addition, 1n 1984 optional services such as
call forwarding, three-way calling, and call waiting were
not available, whereas today they are offered by BAMS in

Baltinore at no additional charge.

Attachnent Cis the rate plans offered by BAMS and the
rate plans offered by Cellular One in the Baltinore area as
of August 1990. The rate plans differ and rates for
services by the tw carriers are conparable but not
I denti cal . Attachment D is the rate plans offered by
Cel lul ar One of Hagerstown and Attachment E is the rate

pl ans offered by Cellular One of Cumberland as of August
1990.

1t should be noted that the cellular telephone
equi pment nmarket is a wunregulated conpetitive market.

Prices of cellular telephone equi prent have experienced

dramatic price decreases.

Since a subscriber of cellular telephone service nust

have access to special equipnment, sonme cellular dealers Iink
the purchase of a telephone with the sign-up of service.
Bundling is when firns sell related but separable products
at a single package or "bundled" price. The equipnent is
often offered at a rebate to attract custoners. The

cellular resellers association filed a petition before the

20



FCC calling for an end to bundling. As of July, 1990 the

FCC has not issued a decision on the petition

B. NONPRICE COVPETITION
To the extent that end-users are persuaded that a
provider's service is superior to that of the others,

econom ¢ theory contends that the favored provider can raise

its price somewhat wthout losing custoners. Thi s
phenonmenon is called product differentiation. Pr oduct
differentiation is beneficial when it offers consuners a

genui ne choice of price and quality conbination

In the cellular telephone service market, there is sone
degree of service differentiation. Provi ders may conpete
through the reliability, availability, -and quality of
service. For instance, "in their ads, cellular conpanies
make much of their technol ogical capabilities. Nynex
Corp. 's Mobile Communi cations unit boasts that it has '25%
nore calling channel s than anybody el se,' nmaki ng custoners
less likely to wait for a line. McCaw pronotes its
sophisticated integrated network, Wwhich ‘'hands off calls
seam essly fromone cell to the next' and prevents customers

from being dropped in the mddle of a call."

16 The Wall Street Journal, My 14, 1990, p. Bl.
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Marketing may also be used to differentiate the
service. For exanple, advertising, pronotional efforts, and
billing methods may be used to differentiate the carriers'
or resellers' service. Advertising serves to inform buyers
about the available service and it nmay also stimulate
demand. The providers may also use their own reputations as
a means of nonprice conpetition. "Because they sell
essentially similar equipment and service, cel lul ar
conpanies also are trying to stand out from one anot her by
di shing up, distinctive enticenents. M. Kalgoris (chief
executive officer for Metrophone), for instance, says
Met rophone offers free | ong-distance calling on weekends.
Nynex Mobile Communications is offering free 'voice mail' -
a phone nessage service-through the end of My. Unti |
recently, Chicago based Aneritech gave away cellular
t el ephones to any custoner who signed a one-year Sservice
contract." mone of the biggest battles anmong Cellular phone
conpanies is over signing up stores as exclusive
distribution agents. Wth offers of hefty conm ssions or
advertising and pronotional support, they recruit such
chains as Sears, Roebuck & Co. and R H Macy & Co. to hawk
their cellular phone service to custoners who buy cellular
phones. As an exclusive distribution agent, a retailer
receives a flat conmmi ssion on every cellular telephone

contract sold, whether it's for 60 days or 39 months."V

7 Lbid.
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Cel lul ar service providers apply marketing techniques in the
Maryl and mar ket . For exanple, in 1989, Owings MIIs-based
Pul se One Communications Inc., then a retailer of Bel

Atlantic cellular phone equipment, | aunched a marketing
canpaign to attract new customers. Under the special plan,
custoners could buy a cellular phone by paying $19.95 a

nonth, with no down payment."18

VI. PERFORVANCE OF PROVIDERS OF CELLULAR TELEPHONE SERVI CE

The performance of the cellular telephone industry can

be tested by applying several criteria. One criteria is
profitability. Specifically, have the firms earned
monopol i stic, supernormal profits? This is difficult to

determ ne because one nust first establish the |evel of
normal profit for that industry. Since the providers' rates
are not regulated, the information to perform the analysis
Is not avail able. Have the firnms adopted new technol ogy?
This appears to be the case. Service quality and coverage
have i nproved. Has consumer demand been satisfied? Again
this appears to be the case. The MDPSC no longer acts as the
customer's  forum of last resort for resolution of
conplaints. Rather, the deregulated nmarket and the existing

| egal system ensure that the conpanies are making conpl ai nt

18 "Cellular Deal er Sues Bell Subsidiary over Recent
Bankruptcy", The Baltinore Sun, April 19, 1990, p. 1iE.
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resolution mechanisns available and are taking steps
necessary to provide custoners with sufficient information

to make informed choices about their service options.

VI, CONCLUSION - SHOULD CELLULAR TELEPHONE SERVI CE
PROVI DERS BE REGULATED BY THE
MARYLAND PUBLI C SERVI CE COVM SSI ON?

The cellular industry is generally characterized by
duopoly at the wholesale level and by nultiple providers at
the retail Ievel. The conclusion is that the service is
furnished conpetitively, for the market structure is one
that has been designed by the FCC to be conpetitive
Furthernore, over the long run, the FCC has the option to
reconsider relaxing its limtation of two firms in the
mar ket place if capacity consideration warrants expansion.
Additionally, the existence and/or the threat of entry of
resellers operates to check duopoly abuses of the

facilities-based carriers.

Econom c regulation by the mpsctends to be limted

to, with sone exceptions, nonopolistic situations in which a

basi ¢ service aspect exists (i.e. telephone |ocal exchange

conpani es, gas utilities, electric utilities, wat er
utilities). There is no absolute definition of a basic
Servi ce. Generally, a basic service is one for which

society deems it inportant for all citizens to have access

to the service at reasonable rates. Because there are
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substitutes for cellular service, it is not likely to be
considered a basic service. Furthernore, one could argue
that cellular service be defined as a basic service on the
grounds it provides energency service, but this argunent
ignores the fact that there are currently substitutes for
this enmergency service such as paging systens, public

payphones, etc.

Since cellular service providers offer a service that
is not now considered essential to nost tel ephone users, and
since there are or will be at |east two conpetitors in each
territory in which the service is provided, there appears to
be little justification for regulating the industry. From
1984 through 1988, the extent of regulation exercised by the
MDPSC was mi ni mal . The primary beneficiary of regulation,
t he consuming public, received protection because whol esal e
rates were regul ated and conpetition anong retail ers was
permtted. Since 1988, both wholesale and retail rates have
not been regul at ed. It appears that the Maryland market is
functioni ng adequately given that on the whol esal e | evel
there exists an FCC mandated duopoly. Providers of cellular
service may conpete using price and nonprice conpetition.
End use custoners have the option to choose between various
rate plans for.cellular service or choose substitutes for
cel lular service. Furthermore, the mpjority of the states

whi ch have deregulated or vastly reduced regulation of
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cellular service also supports the conclusion that

regulation is not required to protect the public interest.
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Cellular carriers are regulated, par-
tially regulated, or not regulated. The extent
of regulation depends on each state’s cellular
regulatory policies.

A regulated state requires cellular
carriers to obtain a Certificate of Public Con-
venience and Necessity (CPCN) and file tar-
iffsfor both wholesale and retail levels.

A pardally regulated state placesregu-
latory requirements on wholesale and/or re-
tail levels but does not completely regulate
both levels simultaneously.

A state that is not regulated does not
require cellular carriersto obtain CPCNs or
file tariffs of any type.

Alabama
Not regulated

Law to deregulate cellular enacted on Feb. 21,
1990.

‘Alaska
Not regulated
RCCs regulated, but no cellular decision.

Arizona

Partially regulated

Wholesale level: requires CPCN
requires tariff

Retail level: does not require CPCN
does not require tariff

Arkansas

Regulated

Wholesale level: requires CPCN
requires tariff

Retail level: requires CPCN
requires tariff

Cnlifornia
Regulated
Wholesale level: requires CPCN
requires tariff
Retail level: requires CPCN
requires tariff
The Cdlifornia PUC issued its final decision on its
cellular order instituting an investigation (OII) on

in the order are: 1) ortyrate reductions of 10

ercent or less may be effective on the date fried;
E) rate increases may be made via an advice |etter
filing butmustincludecost-support data requested
by the Commission staff; 3) LECs shall offer stan-
dard terms and conditions and negotiate cellular
interconnection on that basis, although intercon-
nection arrangementsshall not be tarifted; 4) “large
user” tariffs must be set at least 5 percent above
wholesale rates.

June 6, 1990. Amonz the requirements called for

Colorado
Not regulated

Connecticut

Partially regulated

Wholesale level: requires CPCN
requires tariff

Retail level: does not require CPCN

does not require tariff '
The state Will have full rate regulation on the
wholesale level for the first 18 months in which
both cellular carriers are operating. After that
point, the dfy%ree and extent of on-going rate
regulation will be reviewed.

Delaware
Not regulated

District of Columbia
Not regulated

Florida
Not regulated



Georgia
Not regulated

Hawaii

Regulated

Wholesaelevel: requiresCPCN
requires tariff

Rerail level: requires CPCN
requires tariff

Idaho
Partialy regulated
Wholesale level: does not require CPCN
. does not require tariff e
Retail level: does not require CPCN

does not require tariff

Detariffed: PUC requiresfilin Of financial state-
ment. PUC canre-invoket a"dilingrequirement.

Illinois

Partially Regulated

Wholesale level: requires CPCN
requires tariff

Retail level: does not require CPCN
does not require tariff

Indiana
Not regulated

Only remaining regulatory oversight is “stream-
lined” certification.

lowa
Not regulated

Kansas
Not regulated

Kentucky

Partially regulated

Wholesale level: requires CPCN
requires tariff

Retail level: does not require CPCN
does not require tariff

A CPCN must be Ned with the PSC for each cell
site.

2 Regulatory Update

Louisiana

Regulated

Wholesale level: requires CPCN
requires tariff

Retail level: requires CPCN
requires tariff

Maine

Regulated

Wholesale level: requires CPCN
requires tariff

Retail level: requires CPCN
requires tariff

Flexible rates alow reduction to 0 or increase of _
20 percent within seven-days notce.

Maryland
Not regulated

Massachusetts

Regulated

Wholesale level: requires CPCN
requires tariff

Rezail level: requires CPCN
requires tariff

Michigan
Not regulated

Minnesota
Not regulated

Mississippi

Regulated

Wholesale level: requires CPCN
requires tariff

Retail level: requires CPCN
requires tariff

Missouri

Not regulated

Montana
Not regulated

Nebraska
Not regulated



